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Features 
Selling In Paradise—Hawaiian agent Richard Amii has 
twelve months of sunshine ... and a lot of competition, 
page 4 
Senator James Abdnor Talks With Jim Gibbons About 
Taxes, Trade And Product Liability, page 9 
Going Bare Means Naked— Without product liability insur- 
ance you could be in for trouble, David A. Hiatt, page 12 
There Is No Such Thing As A Summer Slump—Plan now, 
and summer could be your best season, page 14 
How To Double, Triple, Quadruple Your Trade Magazine 
Publicity Leads And Keep Your Agents Happier, Murray 
Rogow, page 21 
How To Avoid Involuntary Termination Of S Corporation 
Status, Irving L. Blackman, CPA, page 23 
Sales Literature Helps Agencies Sell Products, page 25 
The Legalities Of The Hiring Process—How to comply with 
current regulations and avoid the hidden pitfalls, Irwin 
Stoolmacher, page 30 
The Age Of The Super Agent Is Now!—MCI uses agents to 
sell electronic mail, page 34 


RepLetter 
How To Build A Better Rep Council 
How To Tell An Agent That His Agency Wasn't Selected 
How To Help Your Agencies Handle Irate Customers 
How To Drop An Unprofitable Account 
It Costs A Bundle To Transfer People, But Nothing To 
Appoint An Agency 


FEBRUARY 


Features 
How Computers Can Help You Make The Right Con- 
nections—When computers talk to computers, business 
grows, page 5 
Computers And Telecommunications—How agencies can 
use computers as selling tools, Clyde McPherson, page 10 
How To Use An On-Line Database, page 14 


Modems: The Devices That Let Computers Talk With 
Computers, page 15 
Teleterminals: Fast, Easy-To-Use Units Take The Work Out 
Of Sales Communications, Dary| Olsen, page 16 


Electronic Mail—Is It For You? Guy Scharf, page 18 


Understanding And Buying Facsimile Equipment, Thomas 
A. Stark, page 22 


Get The Picture!— Facsimile communication between agents, 
manufacturers and customers has many advantages, page 24 
Try A Computer User Group, page 29 

Durphy Packaging—An agency that grew up by looking 
ahead and taking careful risks, page 30 

Why Not An Office At Home? Part 3— Measure Twice—Cut 
Once: Planning The Home Office, Robert Scott, page 36 


How To Profile Your Image As An Agent, Donald W. 
Caudill, page 51 


RepLetter 
How To Use Newsletters To Communicate With Your 
Agencies 
Some Customers Would Rather Switch Than Fight 
Why Not Adopt A School? 
How To Make The Most Of Your Peak Performing Agencies 
What Makes A Good Agent? 


Face-To-Face Is The Best Way To Gather Information On 
An Agency Candidate 


Some Interesting Trade Show Statistics 

What Do Agents And Managers Have In Common? 
How To Make The Most Of Agency Sales Meetings 
Sales Circles—Someone Just Reinvented The Wheel 


MARCH 


Features 

When Paine & Murray Send An Invitation, No One Refuses, 
page 4 

Survey Results... When Are Your Commissions Paid? 
page I1 

Risk Management For The Manufacturers’ Agency—Even a 
one-person agency should do careful risk management plan- 
ning, page 16 
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GSA Schedule Contracts: A Marketing Opportunity For 
Manufacturers’ Respresentatives And Their Principals, John 
A. Howell, page 20 


The Decline And Fall Of The American Republic, Charles 
Horton, page 24 


A Look Into The IRS Audit Selection Process, Irving L. 
Blackman, CPA, page 27 

Solving The One-Man Agency Blues With An Assistant, 
page 28 


How To Motivate Agency Employees Who Have Been 
Passed Over For Promotion, page 32 


Last Minute Tax Planning, Mark E. Battersby, page 34 


The Use Of Deferred Compensation Arrangements In Tax 
Planning, George D. Webster, page 36 


1985 Index Of Articles—Articles By Subject—Articles By 
Month, page 49 


RepLetter 
Resolving Agency Grievances Quickly And Effectively 


Communicating Alone Isn’t The Answer To Improved 
Performance 


How To Get Yourself Out Of A Rut 

Are Your Agencies Security Conscious? 

Do Your Agencies A Favor—If They Are Considering The 
Use Of Car Phones 

Some Tips On Interviewing Prospective Sales A gents 
Following Up On Sales Agency Training 

Limit Competition Among Your Agencies 


APRIL 


Features 
Mirafi ... A Company That Started An Industry . . . And 
Did It With Agents, page 4 
Mirafi Conducts Communications Experiment At National 
Sales Meeting, page 12 
How To Penetrate New Markets—New markets mean growth 
for many agencies, Jim Gibbons, page 16 
The Entrepreneur’s Starter Kit— Whether you're just starting 
out, or building your agency, youl! find some helpful 
information in this kit, page 21 
Use Of The Commission Dollar—1985 Survey Of Sales 
Agency Annual Expenses, page 25 
Standard Chart Of Accounts Designed For Manufacturers’ 
Agents, Melvin H. Daskal, CPA, MBA, page 27 
Survey Results ... Agents Report On The Services They 
Perform For Their Principals ... In addition To Selling, 
page 30 
A Case For The Office Away From Home, Dennis H. 
Nelson, page 32 


Why Not An Office At Home? Part 4—To Your Own Taste: 
Decorating The Home Office, Robert Scott, page 39 

How To Avoid The Pitfalls In Verbal Quotations, Alvin G. 
Greenwald, page 52 

Communications: It’s A Two-Way Contract Between Sender 
And Receiver, Fred Pryor, page 58 


Liability Insurance Casting A Dark Shadow Over Future Of 
Many Small Businesses, page 60 


RepLetter 
The Four Phases Of A Successful Manufacturer/Agency 
Relationship 


Help Your Agencies Sell With Computer Graphics 

How To Balance Your Control Over Your Agencies 

Game Playing Improves Training Results 

How To Make Rep Councils More Effective 

Why Not Install An Agent Hot Line? 

Agency Meeting Follow-Up Letters Are Important 

Have You Ever Thought Of Putting On A Night Shift? 
When Not To Foster Competition Within Your Agency 
Team 

Creating An Effective Work Environment For Your Agencies 
Looking At Sales Goals 


MAY 


Features 
Product Liability Perspective, Richard K. Willard, Assistant 
Attorney General, page 4 

PMR—An Agency That Will Go On Forever, page 8 
Managing A Territory With A Computer, Thomas R. Tighe, 
page 15 

Computers In Distribution: Some Tips For Manufacturers’ 
Agencies, Don E. Merritt, page 20 

Facing Up... Selecting And Grooming Your Successor, 
Jeanne and Herb Greenberg, page 24 

To Pause Or To Progress—Or— When Is A Sales Associate 
Necessary? William P. Wallace, page 27 

Telemarketing Success: A Matter Of Attitude, page 30 
Thinking Achievement In Sales Situations—How to elimi- 
nate cold call fear and the other hurdles to success, Carol 
Amore, page 32 

A Better Agent Training Method—This alternative to meet- 
ings and seminars can cut costs for both agent and manufac- 
turer, Robert L. Rhoads, page 35 

Turning Product Thunder Into Sales Lightning, page 38 
The Entrepreneur’s Starter Kit—Part 2, page 39 

A Contemporaneous Recordkeeping Log By Any Other 
Name... . page 53 
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Making The Switch!—How to prepare in-house personnel 
for the switch from direct sales to agencies, Jim Gibbons, 
page 54 


RepLetter 

How To Help Your Agencies Close Sales Faster 
Understanding And Motivating The Three Types Of People 
Who Become Agents 

How To Be An Effective Area Sales Manager 

Helping New Agencies Get A Fast Start 

Testing: A Word Of Caution 

Have Your Agencies Serve As Spotters 

Reverse Training Pays Off 

Another Business Writer Rediscovers The Obvious 


JUNE 


Features 
The Friendly Skies Of Barbara Esposito—She sells the best 
travel carts in the world through 50 agencies, page 4 
Family Business: Perspectives On Change, Peter Davis, 
page 9 
Survey Results . . . House Accounts—Recent MANA survey 
turns up strong feelings, page 17 
How To Prequalify A Principal By Telephone, page 18 
If At First You Don't Succeed . . . . How Newcomb Spring 
dedicated itself to the development of agencies, Bill Krause, 
page 24 
Employment-At-Will—How to protect yourself in difficult 
employee relationships, Richard Weatherington, page 26 
Protecting Sales Agency Trade Secrets: A Very Definite 
“Maybe,” Leon Wolf, page 28 


Video: Cost-Effective Product Application Training For 
Manufacturers, Don Lyman, page 32 


IRS Auto Mileage Recordkeeping: It Isn't Over Yet! page 39 


Designing The Product Fit—An application roadmap, Jim 
Lorenzen, page 41 

The Entrepreneur's Starter Kit— Part 3, page 49 

Why Not An Office At Home? Part 5—I’m Not In Now: 
Answering Machines, Answering Services And Pagers, Robert 
Scott, page 57 


RepLetter 
Setting Agency Goals—And Working Toward Achieving 
Them 


A Clear Perspective Of The Family Business 

Build Loyalty By Encouraging Agents To Complain 
Dealing With Today’s Professionals 

Agents Can Help You Save Money In Manufacturing 


An Agent Responds To The Criticism That He Has 
“Plateaued” 


Don't Make Price Concessions Too Quickly 
A Simple But Effective Contest For Your Agencies 


JULY 


Features 
MANA Members Win All-Expense-Paid Trip To Sweden— 
Kapman, Inc. flies 30 people to Sweden, first class, for a 
week of pure fun, page 4 
Representing The Japanese, Malcolm McNeil, page 11 
Agents: Should You Consider Taking On Some Lines As A 
Distributor? —It can be profitable, but you should ask a lot 
of questions first, page 15 
An Agent’s Guide To Business Trip Deductions, page 20 
How To Select A Travel Agency, page 22 
How To Establish A Banking Relationship, page 24 
Choosing A Financial Planner Can Be A Smart Move, Les 
Feinglass, CPA and Irv Blackman, CPA, page 26 
A Practical Guide To Conservative Investments, page 28 
How To Do Sales Forecasting, page 32 
You're Never Too Small To Hold A Press Conference—This 
overlooked promotional tool can be used by agencies of any 
size, page 36 
Need Outside Advice? Why Not Have A Board Of Directors? 
page 42 
IRS Auto Mileage Update, page 44 


The Entrepreneur’s Starter Kit—Part 4, page 49 


RepLetter 
How Many Agencies Should You Have? 
The Cost To Hire An Executive— Another Point To Consider 
In Your Sales Planning 
Why Corporate Salespeople Seem To Be Attracted To 
Agency Selling 
Selling With Agencies Opens Overseas Opportunities 


Acquisition Targets Usually Have Considerable Sales 
Strength 


When To Do Business With Poor Credit Risks 

Some Sales Managers Don’t Win Popularity Contests With 
Their Agencies 

When Appointing An Agency, Make The Offer In Writing 
How To Select Sales Incentive Premiums 

Maintaining Morale When An Agency Resigns 


AUGUST 


Features 
The Changing Role Of The Regional Sales Manager, page 5 
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The Evolution Of An Agency—Straub Metal Service not 
only made the Jnc. 500, it posted a 468 percent sales 
increase . . . and went into warehousing, page 8 
“MANAGE”—A cooperative experimental approach to spec- 
ification work for manufacturers who sell through industrial 
distributors via an agency salesforce, Vincent Matteis, 
page 12 

Business Cards—These selling-tools-in-print do more than 
tell a person who you are, page 14 

How To Protect Your Family-Owned Sales Agency, page 20 
How Do You Know That Your Estate Planning Is Sound? 
Frank Butrick, page 23 

Will Tax Reform Change Your Way Of Doing Business? 
page 27 

Tort System Needs Reform To Preserve Deterrence Role, 
Symposium Panel Says, page 29 

Sales Commissions And Selling To The Government, 
page 32 

Government Contracts Still Good Sense For Small Business, 
Steven Pack, page 33 

Financial Forecasting For Agencies And Manufacturers, 
page 35 

Lead Qualification: It’s A Problem! (Or, Is It?), Peg Fisher, 
page 40 

The Year-End Bonus Game—Be Ready To Lose, Irving L. 
Blackman, CPA, page 49 

Employee Leasing—What’s in it for the manufacturers’ 
agent, and the manufacturer? page 50 

How To Work With Part-Time Workers, page 53 


RepLetter 
Market Shifts Bode Well For Agents As Well As Manufac- 
turers 
Involve Your Agencies In Your Total Marketing Effort 
Another Blinding Glimpse Of The Obvious—This Time On 
Stalled Salespeople 
Not Having A Computer Is A Status Symbol For Some 
Agencies Show Concern With Principal Salesperson Turn- 
over 
How To Protect Yourself Against Foreign Bad-Debt Risk 
The Price You Might Pay For Too Rapid Growth 
Having Trouble Collecting Bills? Here Are A Few Ideas 


SEPTEMBER 


Features 
Non-Compete Covenants: Holey Or Loop-Holey? Leon 
Wolf, page 4 
Value Added Takes On A New Meaning At Raeco, Inc.— 
This agency gives new meaning to the word service, page 9 


Gaining The Competitive Edge Utilizing Advanced Tele- 
phone And Computerized Messaging Systems, Harry N. 
Whittelsey and Lou Cila, page 13 

Line Cards—How some agencies showcase their products in 
print, page 16 

Where There’s Change There’s Growth, Jim Gibbons, 
page 20 

Investing In Real Estate—A basic guide for the manufactur- 
ers’ agent, page 27 

Improving Your Sales And Profits Through Account Analy- 
sis, Tony Alessandra, page 32 

Computers At Four Agencies—The Whys and Wherefores, 
John Groesbeck, page 34 

Experiential Education—The intern approach to learning 
from which everyone benefits, Robert W. Shively, page 38 
How To Make Your Sales Meeting More Productive With A 
Panel Discussion, page 51 

Women In Sales: Achieving Peak Productivity Throughout 
Your Career, Margaret L. Friedman, page 55 

Broaden Your Scope—Practical ways you can become more 
influential in just about any business situation, page 60 
Contract Manufacturers Expo, page 61 


RepLetter 
How To Conduct Performance Appraisals Of Your Market- 
ing Staff 
Involve Your Agencies In Your Total Marketing Effort— 
Part 2 
How To Evaluate Your Agency Sales Training 
How Your Agents Can Be Most Effective At Trade Shows 
Are You A Computer-Friendly Sales Manager 


OCTOBER 


Features 
HUB Marketing West—A one-year-old agency that’s already 
on the fast track, page 4 
Competing In A Global Economy: An American View, 
George Black, page 10 
How To P!an And Manage A Gradual Buyout And Phase- 
out—Plan now, even though the sale may be years away, 
page 15 
Motivation—How To Get The Most From Your Salesforce, 
page 19 
Business Computer Gambits In The Real World, page 22 
Customer Loyalty Will Be Critical For Success In The Year 
To Come—Here’s how to review your agency customer- 
relations practices, page 26 
Americans Must Reform Tort System . . . Bell, Civiletti Tell 
Civil Justice Symposium, page 31 
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Managing Relationships In The Family Business, Nancy 
Drozdow, page 35 

How To Select The Best Telecommunications System For 
Your Agency, page 40 

Diagnosing Your Financial Health, Joseph Arkin, MBA, 
CPA, page 43 

The New Tax Bill Is Not “Simple” . . . , Melvin H. Daskal, 
MBA, CPA, page 49 

Lease, Buy Or Reimburse Outside Sales Vehicles, Mark E. 
Battersby, page 55 


Hiring Managers Who Will Manage—Effectively, page 58 


RepLetter 
Getting The Word Out With A Videotape 
How To Impress An Agent You Want On Your Team 


Try Some Nontraditional Advertising To Boost Your Agen- 
cies 


Do You Have A Product That Was Ahead Of Its Time? 


Bounce-Backs: A Consumer Marketing Strategy With Indus- 
trial Possibilities 


A Chance For Smaller Companies To Get In On Defense 
Contract Spending 
Help Your Agencies Do Pre-Trade Show Advertising 


NOVEMBER 


Features 
Air-Pak Products, Inc.—Keeping Miss Liberty Cool—This 
MANA member agency supplied the air conditioning for a 
cool Fourth . . . and for many years to come, page 4 
The Economics Of A Sales Agency—Or—The Trials And 
Tribulations Of Mr. Lance Soopersales, Melvin H. Daskal, 
MBA, CPA, page 10 
Why It Pays To Think Like A Thief—How to protect your 
business against break-ins and theft, page 20 
Meetings— Your Choice Of Speaker Can Make Your Meet- 
ing, Joan McCormick, page 25 
Agents: Be Careful When You Write A Hiring Letter Of 
Agreement, page 27 
Time And Your Territory—How to make more efficient use 
of your sales time, Thomas Lingelbach, page 37 
1986 MANA Membership Directory Supplement, page 41 
Qualit; Control Is The Key To Success In A Sales Agency— 
The quality of service is just as important as the quality of 
products you sell, Robert K. Otterbourg, page 54 


RepLetter 
Agents Have Some Ideas On How To Meet Domestic And 
Foregin Competition 
Agents Are The Best Way To Carve Out A Niche In A 
Market 


Turning Small Customers Into Big Customers 
Trade Show Overkill 


Some Of The Best Market Research In The World Is 
Available Free 


Giving Awards To Agents? Do It With Class 

One Key To Improve The Effectiveness Of Your Sales 
Meetings 

Next Time You Revise Your Catalog, Start From Scratch 


DECEMBER 


Features 
Recruiting Agents—Do it right and you'll never have to 
settle for second best, Jim Gibbons, page 4 
Now Is The Time To Start Thinking About College Recruit- 
ment, page | 1 
Griggs Associates, Inc.—This Agent Gives Awards To His 
Principals, page 16 
Prospecting—How To Fill Your Sales Pipeline, Anthony 
Alessandra, Ph.D., page 22 
Industrial Prospecting: Sales Lead Generation, Qualification 
And Evaluation, Richard Reagan, Jr., page 25 
Survey Results . .. Agency Owners: Are You Selling Stock 
To Your Employees? Agency Owners: How Do You Handie 
Your Personal Investments? page 29 
1986—A Great Year For Year-End Tax Planning, Irving L. 
Blackman, CPA, page 31 
How To Choose A Portable Exhibit Display, Kathy Kyros, 
page 32 
The 1986 White House Conference On Small Business, Doug 
Ramsey, page 36 
Small Business Legislative Council Sets Action Priorities, 
Jim Gibbons, page 39 


Reading Nonverbal Signals— How to read body language in 
a sales situation, Raymond Slesinski, page 49 


RepLetter 
How To Handle A Business Crisis That Threatens Your 
Agency And Customer Relations 


Properly Handled Complaints Save Business 

Suggestion System Can Bring Valuable Ideas From Your 
Agencies 

It Takes An Experienced Hand To Manage A Team Of 
Agencies 

Hustle Is The Name Of The Game 

Encourage Your Agencies To Fail 

The One-Minute Agency Memo 

How To Get A Million Dollars Worth Of Advertising Free 
Help Your Agencies Sell By Supplying Tailored Presentation 
Material 

When You Have To Reprimand An Agency a 
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JANUARY 


Features 
This 65-Year-Old Agency Keeps Breaking New Ground— 
E.A. Wilcox Company Carries On A Proud Tradition, 
page 4 
An Interview With Dick Cartwright, Continental Power 
Resources Corporation, page 12 
Agents: When Can You Consider Yourself A Professional? 
page 14 
Salespeople Rated As Most Satisfied With Their Work—A 
recent survey reveals important clues to consider when 
adding sales staff to your agency, Steven J. Stanard, Ph.D., 
page 20 
A “Dial”-A-Log With A Salesman—When God wanted to 
punish the salesman, He invented the cold call, Stephen 
Schiffman, CMC, page 27 
Communicating Your Recommendations—How to develop 
an ongoing sales relationship by communicating sales rec- 
ommendations effectively in a nonmanipulative way, Dr. 
Jard DeVille, page 32 
Stress And The Manufacturers’ Agent: 7 Successful Rem- 
edies, Donald Caudill and James Fuller, page 36 
Stress: Some Symptoms To Watch For, page 38 
How To Say Goodbye—Using an exit interview to streng- 
then your business, an interview with Mark Dorio, page 39 
The First Annual Daskal/Spector Accountancy Survey Of 
Manufacturers’ Sales Agencies — For The Years 1985-1986, 
Melvin H. Daskal, MBA, CPA, page 51 


RepLetter 
Protecting Yourself And Your Agencies When Dealing With 
Confidential Material 


Can Your Agents Reach You Easily By Telephone? 


When Does It Make Sense To Seek To Increase Your Market 
Share? 


How Effective Is Your Agency Training Program? 

When Top Executives Leave, Be Sure Your Agencies Know 
Why 

Agency Talent Bank Pays Off For Manufacturers 

Any Used Computers For Sale? 


FEBRUARY 


Features 
Building The Multi-Person Agency By Effective Delegation 
— How to expand your agency without losing control, 
page 4 
Daemar, Inc. Plays For The Long Haul In Canada — With 
three offices and seventeen people, this agency covers a 
country, page 8 


Business Cards — Embossed cards add another dimension to 
the agency image, page 16 

Team Selling: A Growing Trend In High-Tech Fields, 
page 21 

The Turnaround Agency — Every agency goes through a 
series of cycles . . . Here’s what to do during a downturn, 
page 25 

A Management System That Works, page 27 

How To Calculate The Personal Side Of A Buy-Sell Agree- 
ment When Partners Decide To Split, page 34 


How To Write A Marketing Plan For Your Service Organ- 
ization, reported by Margaret Friedman, page 42 


Sales Opportunities In State And Local Government Mar- 
kets, Carla Lallatin, page 51 


Calling On The Fortune 500: How Agencies Can Prepare 
For Selling At The Top, Jeffrey Davidson, CMC, page 56 


RepLetter 
A New Look At New Product Development 


Keep Your Ad Agency Aware Of Your Changes In Selling 
Tactics 

When You Can't Get Hold Of One Of Your Agents 
Increasing The Effectiveness Of Your Sales Meetings 

How To Cut The Cost Of Your Sales Meetings 

Who Are Your Customers? 

How Do Agents Rate Their Principals These Days 

Send Your Agencies Your Annual Report 


MARCH 


Features 
Service And Continuity Are The Keys To Success—Teeling 
And Gallagher goes back a long way . . . and will be around 
for a long time, page 4 
Some Kudos For An Agency On Their 40th Birthday, page 9 
Manufacturers And Agents Have Learned To Appreciate 
Each Other’s Strengths, page 11 
The 15 Mistakes Many Agencies Make . . . And What You 
Can Do To Avoid Ther: » age 15 
How Many Calls Does It Take To Make A Sale?—The 
number is important, but only when you use it with other 
information, page 20 
How To Overpowex New Competitors And Their Lines— 
The Key Is Leverage, James Lorenzen, page 22 
Survey Reveals The Most Productive Sources For Attracting 
New Customers, page 25 
Choosing The Best Graphic Presentation Method—Some 
ideas to help you select the most effective graphics, page 32 
Money To Grow With—It is available, but tred warily, 
page 36 
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Surveyed Companies Identify Eight Successful Steps To 
Manage Travel And Entertainment Expenses, page 42 
Warning: Contracting With The Federal Government May 
Be Dangerous To Your Financial Health—Part 1, Manfred 
Goldstein, page 54 


The Perfect Answer To The IRA Squeeze—401(K) Plans 
and New Law Rocks IRA Boat, Irving L. Blackman, CPA, 
page 59 


RepLetter 
Increasing Profitability And Strengthening Agency Relations 
With A Suggestion System 
Profile Of A Super Agent 
Try A Flexiforce If Your Business Is Seasonal 
Here’s What Agents Look For In A New Line 
Swapping Jobs— Temporarily —Helps You And Your Agen- 
cies 
One-On-One Meetings Make A Difference 


APRIL 


Features 
Teamwork Is The Key To Success At Kayser-Williams— This 
team includes customers and principals as well as agency 
staff, page 4 
1987 Profile Of The Manufacturers’ Sales Agency, page 12 
The Agent As A Successful Negotiator—Some techniques 
that put you ahead on all fronts, page 22 
Making The Most Of The Sales Leads That Your Principals 
Have Qualified, page 26 
How To Dispose Of Confidential Material— You can’t store 
records forever, and when you decide to dispose of them you 
can become vulnerable, page 34 
Offering Winning Options—How to communicate sales 
recommendations effectively, Dr. Jard DeVille, page 38 
Warning: Contracting With The Federal Government May 
Be Dangerous To Your Financial Health—Part 2, Manfred 
Goldstein, page 54 
Communications On The Move—The latest on cellular 
telephones, Tony Russo, page 62 


RepLetter 
Increase Your Trade Show Success With Pre-Show Training 
Using Trial Balloons To Get Agency Feedback 


Multiple Performance Ratings Minimize The Possibi!:ty For 
Bias 


Match Your Training To Your Agencies 

Using A Dedicated Telephone 

Let Your Agents Know What Your Goals Are 

Train Your Staff To Work Effectively With Agencies 
Before You Throw Out Excess Files 


MAY 


Features 
The Fun Of Being Successful—Doug Hoyt’s Active Sports 
Unlimited seems like a great place to work! page 4 
How To Budget For Sales— You can benefit from estab- 
lishing a formal sales budgeting program, page 13 
The Product Liability Crisis—An interview with Joe Hiatt, 
page 15 
MANA’s Ten Do’s And Don'ts Of Insurance, page 19 
How = Attract Top Management Talent To A Sales Agency, 
page 
The Product Manager—An important person for the manu- 
facturer . . . and the agent, page 22 
Survey Results ... Who Handles The Expenses When A 
Manufacturer Visits An Agent’s Territory, page 26 
Are Your Customers Aware Of Everything You Do? page 28 
Yes, You Can Transfer You Business To The Kids . . . Tax 
Free, Irving L. Blackman, CPA, page 34 
The Interview Star: Image Or Reality?—Job interviews can 
often confuse as much as they clarify, Jeanne and Herb 
Greenberg, page 35 
Conversational Selling: The Nonmanipulative Approach To 
Sales, Tony Alessandra, page 39 
Exhibiting At A German Trade Fair, Joachim Schafer, 
page 42 
Managing Your Move—Guidelines for planning and man- 
aging a move, C. Connie Richardson, page 56 


The Payoffs In Being Organized ... Or Not, Paulette 
Ensign, page 60 


RepLetter 
How Do Agency Mergers Affect Your Relationships? 
The Missing Element In Most Agency Field Visits 
How To Prevent Customer Problems When Lead Time 
Changes 
How To Make Sure That Follow-Up Service Is Performed 
What To Do When A Great Agency Fails To Sell Your Line 
Why Some Agencies Become Manufacturers 
Agents Don't Respond To Blind Ads 
Avoid Stereotyping When Recruiting Sales Agencies 


JUNE 


Features 
How To Keep Your Sales Superstars—Losing your top 
performers can be a drain on agency resources, Jim Gibbons, 
page 5 
DynaSales ... More Than Just A Survivor Of The Elec- 
tronic Wars—In 28 years, Bob Marshall has seen it all, 
page 8 
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1987 Index of Articles 


On Being The Office Bound Partner To A Manufacturers’ 
Representative, Sandra Haney, page 16 


From Entrepreneur To Manager—Managing the transition 
when agencies merge, page 24 

How To Pick A Partner, page 29 

What Quat!ities Make Sales Representatives Valuable To A 
Customer? page 34 

Getting Ahead And Staying Ahead As The Competition 
Heats Up, page 38 

How To Design Efficient Sales Territories, page 43 


A Tax Break For Undercapitalized Small Businesses, Irving 
L. Blackman, CPA, page 51 


Recruiting Telephone Sales Personnel For Technical Product 
Sales, Peg Fisher, page 53 

RepLetter 
Working Effectively With An “Inherited” Agency Team 
New Inquiries—From The Agent’s Point Of View 


Plan Your Summer Vacation Schedule With Your Agents 
Now 


How Agents Get Their Lines 


Why Some Agents Always Pick Up The Lunch Tab And 
Others Don't 


Are Your Agents Familiar With Your Operating Procedures? 
A New Wrinkie In Rep Councils 
Is Everyone In Your Company Agent-Oriented? 


JULY 


Features 
Sailing Into Success—Larry Vincent has turned a lifetime 
interest into an enviable agency, page 4 
—_ And Manufacturers Tell Why They Stick Together, 
page 
MANA And Its Members Stick Together, Too— Announcing 
The MANA Quarter Century Club, page 15 
How To Properly Resign From A Principal, Attorney Steven 
Mitchell Sack, page 16 
How To Get Appointments, page 19 
How To Get New Business Using Sales Aids, page 24 
Seven New Sources For Sales Leads, Don Nielson, page 27 
Sellers Are People, Too—The garbage heaped on sales- 
people, Gerry Friesen, page 30 
New Law Takes Bite Out Of Business Meals And Enter- 
tainment, Irving L. Blackman, CPA, page 35 
How To Choose A Stockbroker, page 38 
Voice Messaging: Emerging Telephone-Based Communica- 
tions Tool, page 42 
How To Use Eye Language To Succeed In Selling Your 
Ideas, Dr. Allen Konopacki, page 43 


Ingredients For The Superior Incentive Trip: Unforgettable 
Memories And Adult Play, Joline Godfrey, page 52 


Does Your Accountant Really Know 
What Manufacturers’ Agents Do? 


Order a Financial Fax subscription in his or her name. 


MANA members automatically receive one subscription of Financial Fax with membership. An additional subscription 


is available for $28. One copy of a single issue may be purchased for $3 to MANA members; one copy of a double issue 


is $6 to MANA members. 


AGENCY SALES subscribers and other non-members may subscribe to Financial Fax for $48. One copy of a singie 
issue may be purchased for $5 to all non-members; one copy of a double issue is $10 to all non-members. 


All payments should be made in the form of a check for U.S. dollars drawn on a U.S. bank or International Money Order for U.S. dollars. 


$10 charge on all returned checks. Check #. 


MANA Member # 
(Number appears above your name on Agency Sales Magazine.) 


in the amount of $. 


enclosed. 


) 


Our firm isa OManufacturer O Manufacturers’ Agent O Other. 


(please describe) 


Send this order form to MANA, P.O. Box 3467, Laguna Hills, CA 92654 - (714) 859-4040 | 
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1987 Index of Articles 


Why You Were Targeted For A Tax Audit, Mark E. Batters- 
by, page 58 
Now, Pagers Can Locate You Wherever You Are, Franklin 
Porath, page 62 

RepLetter 
Why Some Agents Will Turn Down A Line 
Are You Using An Agency To Cover Home Base? 
Talk To Your Present Agents When You Are Looking For 
Other Agencies 
Agents Concerned About Principal Mergers 
You Can Hurt More Than Yourself With Late Shipments 
Economic Changes Favor Using Agencies 
Paying Higher Commissions For New Customers — An 
Update 


AUGUST 


Features 
The MANA Quarter Century Club—Honoring those who 
have been MANA members for 25 years . . . and longer, 
page 4 
Automatic Engineering— A three-generation agency that has 
kept its eye on the ball, page 16 
Sales Agency Management #1—Making Change Work For 
You . . . Not Against You, page 24 
Ten Ways To Improve Your Agency Newsletter, page 28 
Manufacturers: Plan Your Advertising To Include Your 
Agencies, page 33 
Target Account Selling for Manufacturers’ Agents — A 
simple system to keep you on target . . . and in the black, 
page 34 
Do You Know What Is Important To Your Customers? 
page 37 
IRS Field Agents To Be Armed With Laptop Computers, 
Irving L. Blackman, CPA, page 46 
Cold Calls: When And When Not To Make Them .. . And 
How To Make Them Effective, page 51 
Maintaining Interpersonal Trust—Special techniques for 
building long-term sales relationships, Dr. Jard DeVille, 
page 55 


RepLetter 


More Agencies Turn Down Principals Who Withhold House 
Accounts 


A Fast And Easy Way To Get More Of Your Agents’ Time 
Have Your Agents Attend Your Industry Meetings 

The New Breed Of Agent 

More Agents Are Selling Imported Products 

Schedule Your Field Visits At Least Three Weeks In Advance 
When To Invite An Agent’s Spouse To Your Meetings 

Do You Pay Commissions On Tooling? 

Looking For An Agency In Headquarters Territory? 


SEPTEMBER 


Features 
Thermosonics—An Agency Turned Manufacturer — Bob 
Babin succeeds because he was an agent, page 4 
Manufacturers: Here’s How To Get A New Agency Off To A 
Flying Start, Jim Gibbons, page 14 
Interpersonal Assessment— How to create a personal image 
to suit any business situation, and how to assess those with 
whom you do business, Dr. James Rasicot, page 22 


How To Avoid Commission Accounting Abuses, Attorney 
Steven Mitchell Sack, page 31 


A Researchers Guide For Marketing To The Fortune 500, 
Jeffrey Davidson, CMC, page 36 

Sales Manager Or Sales Mangler? Dave Hurwitz, page 43 
Winning The Valuation Game and -Some Charitable Con- 
tributions Must Be Appraised, Irving L. Blackman, CPA, 
page 51 

Sales Agency Management #2—The Games Agency Em- 
ployees Play, page 53 


How To Save Time And Money In Managing OEM Sales, 
Robert Braun, page 60 


. RepLetter 
A Fresh Look At Fees And Retainers For Agencies 


Mail To Your Agents When You Mail To Your Customers 
Are You Paying Commissions On Time? 

Why A Seattle Agency Didn’t Make It 

Why One Purchasing Agent Prefers Not To Deal With 
Agencies 

How A Manufacturer Got More Of His Agents’ Time 


Starting From Scratch? Appoint Your First Agency In Home 
Territory 


When An Agent Wants To Return To The Corporate Fold 
Promote Your Agencies In Your Directory Advertising 


OCTOBER 


Features 
Those Thrilling Days Of Yesteryear—A nostalgic look at the 
fledgling TV industry of forty years ago, page 4 
Wal-Mart Update, page 7 
Electrical Jobbers Equipment, Inc.—An Agency With A 
Long History And A Bright Future, page 8 
Manufacturers’ Representatives . . . Valuable Link Between 
Supplier And Distributor, Wallace Roy, page 16 
How To Find And Retain Technical Salespeople, Charles 
Gray, page 21 


How To Enforce Your Post-Termination Rights, Attorney 
Steven Mitchell Sack, page 23 


66 AGENCY SALES MAGAZINE 


JANUARY 1988 


Be | 
a 

| Po 
_ a 

: i 
— a 
ee ee | 
| —— 


1987 Index of Articles 


Two Ways To Protect Your Estate, Irving L. Blackman, CPA, 
page 32 

Look Before You Lease!—There are benefits and pitfalls in 
leasing equipment . . . be aware of both, page 33 

What To Do When Payment Fails To Materialize—Some 
steps to take to avoid late or nonpayment after a sale is 
made, page 35 

How To Avoid The Airline Hassles—Travel agent Juliet 
Versfeld tells how she helps her business clients, page 37 
How To Give A Speech—Part 1, page 41 

Reinforcing Positive Decisions—Strategies for locking up a 
sale by guiding a prospect to making positive decisions, Dr. 
Jard DeVille, page 55 

Sales Agency Management #3—How To Hold Effective 
Staff Meetings, page 61 


RepLetter 

When You Have To Change Agencies, Be Up-Front With 
Everyone 

Holding Your First Meeting With A New Agency 


Should Your Agent Sell Other Lines When You Visit His 
Customers? 


Prepare Your Agencies For Product Shortages 

Ad Leads Are Down Some... Does This Affect Your 
Agencies? 

Ask Your Agents For Forecasts 

Ask Your Purchasing People To Recommend Agents 


NOVEMBER 


Features 
The William F. Mount Company Succeeds By Being In- 
novative—Growing in a shrinking market attests to drive, 
page 4 
Dennis Nelson Runs Successful Co-Op Exhibit With Six 
Principals, page 11 
Agent, Sub-Agent Or Employee?—A Rose Is Not A Rose Is 
Not A Rose, Leon L. Wolf, page 12 
The Sub-Representative Relationship, Art Abrams, page 19 
How To Impress A Prospective Principal—Here is what 
manufacturers like and dislike in agency presentations, Jim 
Gibbons, page 21 
Buy-Sell Agreements Protect You And Your Agency, page 26 
Those Thrilling Days Of Yesteryear—A look back at the 
materials handling industry, page 31 
How To Protect Your Agency From Raiders— You can go to 
court if you can prove a competitor stole your employees, 
but prevention is the better way, page 33 - 
1987 MANA Membership Directory Supplement, page 45 
How To Give A Speech—Part 2, page 59 


RepLetter 
The Fastest Way To Set Up An Agency Network 


Openness Leads To A Very Productive Meeting 

The Questions Manufacturers Most Often Ask Of Agents 
Unanswered Phone Calls To Agents 

Agents, Age and Wisdom 

Agencies Can Help You Defend A Market Niche 

Changes In Related Industries Can Provide Market Insight 
Rewards For Long-Term Agencies 

Protect Yourself And Your Agencies 

How Long Do Your Sales Meetings Last? 


DECEMBER 


Features 
Wiedemann Associates: 50 Years Old And Still Growing, 
page 4 
Dodge And Wiedemann: A 50-Year-Old Relationship Based 
On Respect And Loyalty, page 11 
Why You Must Always Look For New Lines—How to keep 
the new line back burner simmering, Jim Gibbons, page 13 
How To Set Up Draw Accounts, Attorney Steven Mitchell 
Sack, page 19 
How To Switch To Agencies . . . Smoothly—Keys To Suc- 
cess: Careful Planning, Monitoring Of Progress, Flexibility, 
page 21 
Those Thrilling Days Of Yesteryear: When Can You Elim- 
inate Manufacturers’ Agents? page 27 
Sales Agency Management #4—Bad Hiring Practices Can 
Cost You Money, page 35 
Plant Tours That Promote Products And Agents, page 39 
Does Your Wife Work In Your Business? ... Read This, 
Irving L. Blackman, CPA, page 53 
Influencing And Persuading People: How To Overcome 
Resistance To Change, Fred Pryor, page 56 


RepLetter 
Supplying Samples To Your Agencies 


What Marketing Functions Do You Need From Your 
Agencies? 

How Closely Do You Work With Your Agencies? 

Make The Most Of Tying In With Your Agents’ Related 
Lines 

The Supercompetitive Agent May Not Be The Best Choice 
Are You Communicating Effectively With Your Agencies? 
One-Year Renewable Contracts Don’t Work 

Appoint An Agent As A Director Of Your Company 
Making The Most Of A One-Day Visit With An Agent 

Do You Teach Your Agents How To Sell— Your Products? 


Are You Measuring The Right Thing When You Evaluate An 
Agency? w 
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